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Raising 
The Bar 


One of the most popular 
events in the Olympics is the 
pole vault event. 

We all watch with amazement 
and anticipation as the 
competitor runs full speed 
down the track with a long 
pole in his hands. 

Then the jumper hangs on for 
dear life as he lowers the pole 
downwards into a hole that 
propels him high up in the air, 
high enough to clear the bar 
just in front of him. The 
jumper then has a soft landing 
on his back ready to jump 
even higher the next time. 



The goal of the jumper is not to 
be the fastest down the track, or 
to be the most efficient at hitting 
the mark with the pole. 

No, the goal is to jump high 
enough to clear the bar. Then, do 
it again, and again, and again 
each time the bar is raised. 

Whether you know it or not there 
is a bar to be raised or lowered in 
your organization. The name of 
this bar is: The Bar of 
Expectations. Each time you 
expect more of your staff, 
volunteers, or yourself you are 
raising the bar. 

But, how far can you raise the 
bar, and how fast? My experience 
while working with all types of 
organizations is that there is a 
tried the organization the lower 
true fact, the smaller the 
organization the lower 



the bar of expectations. In 
other words, the fewer people 
you have to work with the less 
you can expect (or demand) 
out of them. 


You might be saying, “How do I 
raise the bar in my 
organization?” In my 
experience I have discovered 
four techniques that you can 
do to continually raise the bar, 
which will challenge your 
team members to become 
more effective in their duties 
and strive for their dreams.. 
Listen to where each team 
member is. This is especially 
important if you acquire a new 
team member or if you 
yourself are the new leader on 
the team. Listening to not only 



what is said but also what is 
not can help you determine 
areas of weakness in your team 
member’s life, leadership 
skills, or ability. 

Plan one-on-one 
conversations where you can 
listen for areas of insecurity, 
fear, frustration, passion, past 
experiences, and confusion. 
Hearing comes natural to all of 
us, but listening is learned. 

The better you learn to listen 
the more your team member 
will open up and share where 
he is and where he wants to go. 
Learn to be patient. 

In most small organizations 
most people on a leadership 
team are used to the status 
quo. Therefore, when you 
challenge them to grow in new 
ways 



you must be patient. If you go 
too fast they will dig in their 
feet or put up walls - or both. 
It is difficult to go slow when 
you see your team members 
with such great potential. 

Potential that is untapped, 
and perfect for the growth of 
your organization. 

Lead one step at a time. 

Remember, they are a small 
cup and you are a gallon of 
water. If you pour out all your 
knowledge and experience 
you will quickly overflow 
their cup. 

Therefore, lead one step at a 
time in areas that you have 
detected are weak. 



List what you expect, inspect 
what you list. In order for 
anyone on your team to 
grow you must hold them 
accountable. 


Now, this must be done 
carefully because if done 
incorrectly you could be 
faced with many 
embarrassing holes in your 
organization. The best way I 
have found to hold people 
accountable in a smaller 
organization is to challenge 
them with a goal. 


A goal that is measurable, 
obtainable, requires action, 
and has a deadline. By doing 
this you will see how strong 
of a leader they are, and how 
they can perform when a 
deadline is approaching. 



You will be able to increase 
your demands (or 
expectations) as the 
organization grows and as 
your leaders increase their 
leadership ability. The 
larger the organization 
gets the bigger the goals 
can be. 



Action Vs. 
Inaction 

Spring is a great antidote to 
long cold winters. It's the same 
with action and inaction. 
Action is a powerful antidote 
to the stagnation of inactivity. 

Being creatively alive involves 
abandoning a position of 
inaction in circumstances 
which have traditionally 
immobilized you. The name of 
the game is action. Doing. 

Overcoming your inertia and 
acting will give you a whole 
new lease on being creatively 
alive. 

Action is the single most 
effective 



antidote to depression, 
anxiety, stress, fear, worry, 
guilt, and of course, 
immobility. It is virtually 
impossible to be depressed 
and active at the same 
time. 

Even if you wanted to, it is 
difficult to keep on 
moping, complaining, 
lolling around and 
wallowing in self-pity if 
you get active and do 
something. 

Anything! Just doing is 
such an important part of 
being a fully functioning 
person. 



In fact, that lack of action is 
not a result of depression; 
it is the cause. Don’t be 
paralyzed by the fear of 
making a mistake. Taking 
action, gives you 
momentum. Initiating the 
effort attracts 
opportunities and 
synergistic things happen. 

Inactivity, on one hand, is 
most often a choice rather 
than an inescapable fact of 
life, while action is a 
definite way to avoid being 
victimized by yourself or 
others. If you decide to do 
something about your 
problem or challenge, 
rather than grumble about 
it, you’ll be on the road to 
changing things around for 
yourself. When you take 



action, you also take control. 
Thinking keeps you a 
prisoner of the past. Action 
puts you in control of the 
future. 

If you find yourself asking, 
"Yes, but what can I do" the 
answer is very, very simple. 
Anything is a lot more 
effective than nothing. 

This old proverb has a lot of 
truth in it: Even when you 
are on the right track, you’ll 
get run over if you just sit 
there. 




"The world we've made, as a 
result of the level of 
thinking we have done thus 
far, creates problems we 
cannot solve at the same 
level of thinking" - Albert 
Einstein 

Runaway success is never 
based on incremental 
improvement. I know this is 
a very bold statement, but 
bold statements and even 
bolder results are what 
breakthroughs are all about. 
What about in your 
company - what would 
constitute a breakthrough? 



Would you like to increase 
overall productivity by 

40 %? 


Of course you would! But 
would you commit to it? 
What about expanding sales 


by 50% - in one quarter! Or 
cultivating a completely 
new distribution channel - 
in two months! Sound 
impossible? 


Breakthrough results 
always "seem" impossible at 
the time you commit to 
them. If they seemed 
reasonable, they wouldn’t 
qualify as breakthroughs. 



Breakthroughs share the 
following characteristics: 

1) The results are not 
predictable based on your 
past performance. If you 
routinely increase revenues 
a handsome 20% per year, a 
50% increase would be a 
breakthrough. Developing a 
new product or service in 3 
months would be a 
breakthrough if it normally 
takes you six. 

2) You commit to the results, 
in advance, without 
knowing how to accomplish 
them, and without a plan. 
This is the exact opposite of 
"let's study this" syndrome. 



3) And finally, they define 
outcomes which are 
concrete and measurable, 
and lead to a new level of 
performance. By virtue of its 
accomplishment, a 
breakthrough will stretch 
and grow the capabilities of 
your company. 


Critical Success Tip 


The "secret" to producing 
breakthrough results is 
putting the cart before the 
horse. Standard 
organizational decision 
making says "What do we 
need, what are we capable 
of, and how can we 



use our capabilities to 
produce what we need?" 
Breakthrough thinking says 
"What are we committed to, 
we believe in the possibility 
of that commitment, and 
what can we do next?" 


Think for a moment about 
creating a breakthrough in 
how you respond to client 
requests. Instead of "going 
back and thinking about it", 
breakthroughs require you 
to first commit to your 
client, then figure it out and 
take 



action. This may seem 
distasteful, even weird - our 
culture holds strong taboos 
against making promises we 
can't keep. 

And if you couple this with a 
common fear of failure...you 
will resist making bold 
promises and you will not 
produce breakthroughs. 

Try anything and fail faster! 
Don't worry about whether 
it's going to work or not. If it 
seems like it can work, if it 
might produce the results 
you want, do it! In fact, the 
more things you implement, 
the more unworkable 
approaches you discover 
and get out 



of the way, the quicker you 
are likely to find a solution 
which yields the 
breakthrough. 

Also, a willingness to 
implement wild, even crazy, 
nontraditional approaches 
can produce results in 
record time. 

Remember, we are not 
talking about problems 
which need incremental 
solutions - you already 
know how to do these. Take 
the things you do that work, 
and make them better, or do 
more of them. 


But, as the author Rita Mae 



Brown wrote, "Insanity is 
when you keep doing the 
same things expecting 
different results". By 
definition, you don't know 
how to produce a 
breakthrough, so get busy 
and fail faster. 


Bold Promises and Action 

There are four steps to 
creating breakthroughs. 

1) Ask yourself the question: 
"What important "thing" - 
which I currently think is 
impossible - would I commit 
to, right now, if I actually 
believed it would be 
possible to accomplish?" 



2) Make a bold promise 
which commits you to the 
accomplishment of that 
"thing". Make sure your 
promise (your commitment) 
is specific, measurable, and 
has a completion date. Also - 
this is critical - go public 


with your commitment. Tell 


concerned people, like your 


entire organization, your 


investors, or your customers. 


3) Invent ways to deliver on 
your commitment, and 
spring into action. 

4) Keep going until you’re 
done major breakthrough is 
just inches away. 



Mastering The 
Difference 
Between 
Leadership And 
Management 


It is a common belief that 
management and 
leadership are the same 
role. While it is common 
that a manager also plays 
the part of the leader, these 
two roles are truly separate 
in function and in the way 
they add to the success of an 
organization. 

By understanding the 
difference between 
management 



and leadership you will 
become more effective in 
helping others see the road 
ahead. 

To understand the 
difference between 
management and 
leadership, consider the 
construction of a new road. 

To build that road there are 
workers, machinery and 
tools which are all vital in 
the road’s construction. 

Managers help ensure those 
workers, machinery and 
tools work together in the 
most efficient way possible. 
A manager makes sure 



those workers are 
well-trained, motivated, 
rested and that they know 
what they’re supposed to do 
next. 


The manager does the same 
thing with the tools and the 
machinery to make sure 
that they’re working 
correctly and that the 
workers are able to use 
them efficiently and safely. 


This is the role of 
management. On the other 
hand, a leader makes sure 
that the road is going in the 
right direction before the 
construction begins. That 
leader also monitors 
conditions in new situations 



to ensure that the road 
under construction is still 
the correct one and is still 
going in the right direction. 

How does this affect you as a 
leader? 

Are you spending your time 
managing people when you 
should be making sure that 
the road ahead is the one 
that you want to be on? 

To expect to be an effective 
leader you must present a 
clear vision and a trail you 
are willing to walk on first. 
While there are times 



when it is appropriate for a 
leader to fill a management 
role, it is vital to understand 
the difference between 
leadership and 
management so you can be 
effective no matter which 
role you happen to be filling 
at a given time. 

If you are a leader 
overseeing managers, it is 
important that you provide 
them with the correct 
perspective so they may be 
effective in their 
management role. 


Don’t manage the managers. 
Lead them. 



If you are not in a formal 
leadership role, it is also 
important that you 
understand that when a 
leadership opportunity 
arises there is a difference 
between being a leader and 
managing the effort. Even if 
you end up filling both sets 
of shoes it’s important to 
understand the difference 
in roles in order to fill them 
effectively. If, on the other 
hand, you learn how to lead 
by showing people that you 
are walking down the right 
road, you will become a 
natural leader and will be 
able to help many others 
find success as your achieve 
your own. 



